CENTRE SM / BUSINESS MAP AND 10 AUTOMATION HYPOTHESES

How the company makes money

Goods move from suppliers to customers; money flows in the opposite direction. Segment shares and actual profit are unknown.

SUPPLIERS

Manufacturers

Direct factory
deliveries; dealer
agreements

Other suppliers

Goods and documents;
purchasing structure
unknown

CENTRE SM

TRADE AND SUPPLY

_,. Assortment purchasing

Choose items and terms

v

Goods and data

Catalogue, stock, made-to-order
goods

_p 4
Sales and fulfilment
Selection, quotation, approval
Order fulfilment
Warehouse, delivery, receipt

N

CONTACT CHANNELS

Website, offices,

BUYERS

Private customers

§Q@W§£&ms ——p For renovation, home

Wholesale department

and garden

Contractors /

Request, estimate, __.>. p&%mﬁte

consultation

Wholesale department |

Assortment, repeat
orders

Customer value: assortment, availability, bundle selection, organised delivery and convenient repeat purchase.

MONEY: CUSTOMERS — COMPANY — SUPPLIERS

Revenue - purchase cost - variable fulfilment costs = order contribution to profit.

Fixed costs are covered afterwards. Delivery and unloading may be charged separately.

- Supplier payments
Payment terms and timing to

—clanify — -

Source: tdesm.ru - Confirmed business function / Hypothesis for validation

Cash flow

Company receipts and

setfemems

Other stores

——p Forresale

Customer payment

Before / on [ after
receipt—according 1o

terms

AUTOMATION OPPORTUNITIES

The number on the map points to the
note on the right. Numbers are
references, not rankings.

@ Supplier prices and terms

@ Catalogue and product
data quality

Customer bot: intake and
handoff

Calls and messages — CRM

Estimate / request —
draft quote

Bundle selection and
additional sales

Order economics control

Voice reports from
warehouse and drivers

@ © &6 © @ ©

Claims and repeat-error
causes

©

Personalised offers and
repeat orders
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CENTRE SM / BUSINESS MAP AND 10 AUTOMATION HYPOTHESES

Procurement and assortment

Supply and category management are confirmed; the operation sequence and accounting data structure need validation.

DEMAND ASSORTMENT TERMS SUPPLY RECEIVING

AUTOMATION OPPORTUNITIES

the internal catalogue;
compare price, packaging,
delivery and timing. Extract
—————————————— contractual terms when
available. An employee
confirms the purchasing

: \ : \ : \ : \ : \ '
. Assess demand -1 Choose items -1 Compare offers 1 Order supply -1 Receive goods : References point to notes on

| ' | ' ! this side.

: Sales history, : : What to keep in : : Price, packaging, : : Volume, dates, : : Quantity, labelling, :

| requests, ' stock; what to order ' delivery, timing, ' supplier confirmation ' | documents, :

. seasonality, i ' payment terms B ' discrepancies | @ Supplier prices and terms
: shortages : Compare extemnal goods with

I |

' )

R E R E

|
|
|
|
)

PROCUREMENT OUTPUTS: DATA FOR SALES decision.
S e ke SIS ) S \ <A \ @ Catalogue and product
data quali

Find missing attributes,
duplicates, contradictions
and publication errors.
Prepare corrections for
review. Manufacturer
documentation is the source.

Catalogue and

documentation

descriptions,

Purchasing terms Availability

Stock, expected

Product directory

Internal SKUs,

external names, units

Supplier price and

timing; packaging and arrivals,

technical sources restrictions made-to-order goods
Voice reports from
LINK TO CUSTOMER ORDERS warehouse and drivers
Voice + photo +
delivery/order — event,
_________________________ status and task. Use at
S T T T A T e A A A S A A P TS R T N TS \I S A A A A N A e T A N T A T A A T A AT | receiving, picking and
I - - I ) . N H i
. Sales request for missing goods | . Sales use confirmed data . iy
[ ' | ' '
i Check supplier and timing, confirm, and return | | Selection and quotes rely on catalogue, price, '
| |
: the terms to the customer quotation. See sheet | : availability and timing. Changed terms may |
T — 3 LT LTI T I e —— g

WHAT TO CLARIFY IN THE COMPANY

How many price lists and suppliers? Who updates the catalogue? Where are price and stock sourced? How are

reservations and made-to-order goods handled? Which purchasing terms are actually compared? How are receiving
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CENTRE SM / BUSINESS MAP AND 10 AUTOMATION HYPOTHESES

Sales and customer communication

From first contact and need clarification to an approved order. Bots and other tools are described in the side panel.

1. CONTACT 2. NEED 3. QUOTE 4. APPROVAL
AUTOMATION OPPORTUNITIES
Customer [ i 4 3 4 D ( 5
Contacts Clarifies the task Receives a quote Makes a decision _
Customer bot: intake and
Call, website, email; —> List, estimate, — Composition, price, —> Confirm, change or R&%ﬂ?ﬁ'm requests and
: : T : : files, clarify details, hand
asks questions project parameters timing, delivery decline i et
pass complex questions to a
\. J \, J . J \. J person.
@ Calls and messages — CRM
Extract needs, dates,
promises and next steps.
________________________________________________________ Prepare a record and task;
sales I/ : \I I/ \I '/ \I |/ \I find unresolved agreements.
. Accept and register . Understand request . Prepare quote : . Record order |
I I I I I I I I
i Contacts, need, owner; ——ppi Items, quantities, i Customer price, ——ppi  Composition, price, |
' hand over . ' units; bundle ' ' availability, timing; ' ' payment, address, : @ Estimate / request —
' | ! ! ' | ' I draft quote ,
l l | selection I I check economics | I timing I Turn files and messages into
Ry o Ly o J R R O T S S R A s I AT J s S S A S R T R S S T G J Oy ST, J items, units and quantities;
match the catalogue, flag
uncertainty; bring in price
and availability.
@ Bundle selection and
Data/ ~ ¢(T==7-""o-ToTToy T mooooooooooos S ety N S 5 e e B P tonal salet
supply . Relationship history = | Catalogue and -, Accounting data -, If goods unavailable Chmm s e
compatible alternatives;
: o ' : Iedge ' ' : S ' I : ' suggest needed components. A
: Customer, enquiries, ,_>: 55'0‘3!" ,_>: Price, availability, ,_>: Supply, substitute, | e e
. agreements : . characteristics, : . reservation, expected : . partial delivery; : compatibility.
! I I technical documents ! | date l I return to quote l
R e s e y \ e e e y \ e e e J S y @ Order economics control
Show contribution after
purchasing, discounts and
fulfilment. Rules calculate;
Continued communication: clarifying questions and changes Output to fulfilment: confirmed order composition + agreed Al explains deviations and
return to selection and calculation. After a quote, terms + owner. Warehouse and logistics receive the same exceptions.
another contact is needed. If the customer declines, order version. See sheet 4.
record the reason.
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CENTRE SM / BUSINESS MAP AND 10 AUTOMATION HYPOTHESES

Fulfilment, support and repeat sales

Picking, delivery, settlements and after-sales service. Detailed control points are hypotheses for interviews.

PREPARATION WAREHOUSE LOGISTICS RECEIPT

AUTOMATION OPPORTUNITIES

e e e e g ™\ A R RS e e e e \ R e e o e e e e S e A \
| |
Order confirmed Picking and dispatch . Delivery / collection | - Goods received
| | | .
Check availability and Selection, quantity, : Address, transport, [ : Receipt confirmation; :::;::er P
terms; reservation / packaging, documents —, time, unloading; status — documents and SRR DY T

made-to-order and deviations discrepancies the request to a manager and

pass complex questions to a
person.

|
|
|
|
|
| files, clarify details, hand
|
|
|
)

- - e e

@ Order economics control

Show contribution after

purchasing, discounts and
fulfilment. Rules calculate;
Al explains deviations and

— e e e e e w—

| [ |

| [ |

| I | :

I Fulfilment changes and problems: shortage, I Order communication: confirmed status, questions I SR,

| : [ : |

; damage or delay — responsible employee — agreed ; about receipt and changes; hand over complex |

' resolution and customer information. ' cases to a manager. : Voice reports from

R R R R D R S y I T warehouse and drivers

Voice + photo +
delivery/order — event,
status and task. Use at
receiving, picking and

FINANCE: PAYMENT MAY PRECEDE OR FOLLOW RECEIPT Suanys CRriy missing

data.

@ Claims and repeat-error

causes )
Collect the complaint,

photos, documents and order
history; identify recurring
causes and prepare a
resolution.

/ \ ’ ™
Payment under terms Close settlements and order

Before dispatch / on receipt / deferred. Clarify Reconcile amounts and documents; control overdue

access rules, dates and customer limits.

\ I Personalised offers and
rePeat orders
Fors

tores, use purchase
history: for builders, use
the next construction stage.

AFTER SALES: TWO INDEPENDENT BRANCHES Check the offer before

sending.

balances and actual fulfilment costs.

SN W ———— —
D —

W —————————————————————————————————

If a problem occurs: claim If a new need appears: repeat purchase

|
|
|
Accept the request and materials — establish I
|

'}
|
|
|
| For stores: replenish by purchase history and
\

- circumstances — agrae g rasolution —closethe case, _ _ _ _ o o o o o @ o o - — — — - < EEEROnAllY. For RSO S T e PO e e e i e e e st Ve /
SolfeBlRYIAMHIg CHRREIELSTTERPRfRYIon / Hypothesis for validation stage. Clarify needs and prepare a quote. 07.10.2026 4/4
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